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APPLICATION  OF  TRW 
ADVANCED  TECHNOLOGIES 


COMPANIES  CONTACTED 


ADP 


•     AMEX  (financial  services) 


CHASE  ECONOMETRICS/IDC     •  CITICORP 


DOW  JONES 

GANNETT 

KRN 

n-TECH 

MERRILL  LYNCH 

PRUDENTIAL 

REUTERS 

SECURITY  PACIFIC 


•  D  S  B 

•  IMNET 

•  LOTUS 

•  MELLON  BANK 

•  NEWSNET 

•  QUOTRON 

•  SEARS  (dean  witter) 


•  TELERATE 


TIMES  MIRROR 


GENERAL  REACTION 


•  WITH  THE  EXCEPTION  OF  SPECIFIC  COMPANIES. 
POSITIVE  AND  OPEN. 

•  SHALL  NUMBER  INDIFFERENT, 

•  ONE  COMPANY  NEGATIVE  (ADP), 


FOLLOW  THROUGH 


OUT  OF  21  COMPANIES,  DIALOGUE  POSSIBLE 
WITH  19 

TRW  FOLLOW-UP  MANDATORY 

SUGGESTED  FORMAT; 

VISIT  AND  SCOPING  OF  FRAMEWORK 
OF  DISCUSSIONS 

ONGOING  DIALOGUE  ON  INDIVIDUAL 
PRODUCTS 


STRATEGIC  VIEW  MUST 
OUTWEIGH  TACTICAL  NEEDS 


SOME  TARGETS  MAY  NOT  BE  PROSPECTS  FOR  CURRENT 
SLATE  OF  PRODUCTS/TECHNOLOGIES  BUT  ARE  VERY 
DESIRABLE  PARTNERS  LONG-TERM, 

CURRENT  PRODUCTS  PROSPECTS  CAN  INCLUDE  COMPANIES 
THAT  ARE  NOT  DESIRABLE  LONG-TERM  PARTNERS. 


DESIRABLE  QUALITIES  OF 
A  PARTNER 


COMPANY  WITH  ITS  OWN  MOMENTUM,  FROM  WHICH 
TRW  CAN  BENEFIT  AS  WELL  AS  CONTRIBUTE  TO, 

ENERGY  AVAILABLE  TO  DEDICATE  TO  NEW  VENTURES 
(TECHNOLOGIES)  PRODUCTS  AND  INTEREST  IN  DOING 
SO.  LONG  TERM. 

INTRICATE  KNOWLEDGE  OF.  REPUTATION  FOR.  AND 
POSITION  IN  A  FAST  GROWING.  HIGH  POTENTIAL 
MARKET(S). 


WINNERS 


•  ADP 

•  AfCRICAN  EXPRESS 
t  CITICORP 

•  DUN  &  BRADSTREET 

•  LOTUS 

•  MERRILL  LYNCH 

•  QUOTRON 

•  TELERATE 

•  GEISCO 

•  EDS 

•  MCGRAW-HILL 


SURVIVORS 

REUTERS 
DOW  JONES 
AT&T 
NEWSNET 
TIMES  MIRROR 


LOSERS 

CHASE  (ECONOMETRICS) 

GANNETT 

KRN 

PRUDENTIAL 
SEARS 

SECURITY  PACIFIC 
IMNET 


r 


DESIRABLE  PARTNERS 
THAT  ARE  HIGH  POTENTIAL  FOR  TRW 

D  &  B  -   TECHNOLOGY  NEED  IS  CONSTANT^ 

CRITICAL  AND  VERY  LEVERAGEABLE; 
PUBLISHING  IS  MAIN  GROWTH  AREA. 

M-TECH  -   HAS  "CAPTURED"  750  NON-H  CORP, 

FINANCIAL  INSTITUTIONS^  WANTS  TO 
BECOME  A  NATIONAL  SERVICES 
SUPPLIER, 

QUOTRON  -   MARKET  LEADER;  KNOWS  IT  MUST 

INNOVATE  TO  REMAIN  COMPETITIVE; 
PRODUCT-ORIENTED, 

MELLON  BANK      -   HIGHLY  MOTIVATED  BY  TECHNOLOGY; 

AGGRESSIVE.  INNOVATIVE;  FOCUSED 
IN  THEIR  APPLICATIONS/MARKETS, 


V 


INPUT 


DESIRABLE  PARTNERS  THAT 
ARE  LOW  POTENTIAL  FOR  TRW 


ADP 


TELERATE 


WANTS  TO  BE  TOTALLY  IN  CHARGE 
OF  ITS  PRODUCT  DECISIONS; 
DOESN'T  WANT  TO  INADVERTENTLY 
HELP  ANYBODY, 

CONFUSED  AS  TO  WHO  IS  IN  THE 
DRIVERS  SEAT  AND  WHICH  DIRECTION 
TO  TAKE. 


REUTERS 


VERY  "BRITISH":    CAUTIOUS.  SLOW. 
CONSERVATIVE;    USED  TO  PLAYING 
WITH  A  CLOSED  HAND. 


V 


INPUT 


REVIEW  OF  DESIRABLE  PARTNERS 


INPUT 


DUN  &  BRADSTREET 

•  LEADING  MARKETING  AND  BUSINESS  INFORMATION  SUPPLIER  TO 
CORPORATE  AflERICAj  VERY  SHARP  FOCUS  ON  COMPANY'S 
OBJECTIVE  THROUGH  PRODUCTS  AND  SERVICES  IMPLEMENTED 

BY  CONTINUOUS  TECHNOLOGY  UPGRADE. 

t      STRATEGY  CALLS  FOR  DIVESTITURE  OF  BUSINESSES/PRODUCTS 
THAT  DO  NOT  FIT  WELL.  HOWEVER  PROFITABLE  THEY  ARE, 
ACQUISITION  MINDED    (PARTICULARLY  DATA  BASE  OWNERS 
AND  DISTRIBUTION  CHANNELS), 

•  CORPORATE  RESOURCE  UNITS  IDENTIFY/CREATE/MAINTAIN 
DATABASES  THAT  DESCRIBE  INDIVIDUALS/HOUSEHOLDS/ 
CORPORATIONS  IN  TERMS  OF  LOCATION.  PURCHASING  HABITS. 
CREDIT  HISTORY.  ETC, 

•  FORMIDABLE  COMPETITORj  SPECTRUM  OF  SOLIDLY  IMPLANTED 
PRODUCTS  AND  SERVICES;  ON-GOING  NEED  FOR  TECHNOLOGY; 
EXCELLENT  PARTNER, 


INPUT 


n-TECH 


•  TRADITIONAL  BANK  DATA  PROCESSING  SERVICE 

CO,  WHICH  HAS  ACQUIRED  A  SUBSTANTIAL  BASE  \ 
OF  M-TECH.  AND  NON  -  M-TECH  FINANCIAL 

INSTITUTIONS  AS  CLIENTS. 

•  VERY  AGGRESSIVE.  PREOCCUPIED  WITH  TECHNOLOGY; 
NOT  VERY  STRONG  TECHNICALLY;  WITH  NATIONAL 
ASPIRATIONS  (CURRENTLY  LIMITED  TO  fllD-WEST) 

•  GOOD  REGIONAL  PARTNER  PROSPECT  FOR  TECHNOLOGY 
AND  OTHER  TRW  BUSINESS  (E.G..  MAINTENANCE) 


V 


INPUT  — ^ 


r 

FlcGRAW-HILL 


•  THE  COMPANY  HAS  BROADLY  ADOPTED  TECHNOLOGY  AS 
AS  MEANS  OF  BRINGING  MULTIMEDIA  INFORMATION 
PRODUCTS  AND  SERVICES  TO  VERTICAL  MARKETS, 

•  McGRAW  WANTS  TO  BROADEN  ITS  MARKET  TARGETS 
BEYOND  BUSINESS  AND  PROFESSIONAL  OPPORTUNITIES 
TO  THE  "SKILLED  CONSUMER,"   McGRAW  BELIEVES  THE 
SAME  BUSINESS  INFORMATION  THAT  SERVES  BUSINESSES 
AND  PROFESSIONALS  WILL  BE  NEEDED  BY  THIS  NEW 
MARKET, 

•  THE  COMPANY  SEES  ITSELF  AS  THE  NUMBER  ONE  SUPPLIER 
OF  MULTIMEDIA  INFORMATION  PRODUCTS  TO  CORPORATE 
AMERICA.    THEY  KEY  IS  TO  OWN  THE  DATA  NOT  THE 
DISTRIBUTION  CHANNEL. 

•  McGRAW  IS  GOOD  AT  GATHERING.  FORMATTING,  AND 
DISTRIBUTING  DATA  BUT  DOES  NOT  HAVE  COMPETENCE 
FOR  ANALYZING  AND  INTERPRETING  THAT  DATA, 

0      COMPANY  IS  LOOKING  AT  IMPLEMENTING  CDROM 

FOR  ITS  DATA  BASES  IN  1985-1987, 
 INPUT  — ^ 


QUOTRON 


•  LEADING  ON-LINE  STOCK  QUOTATION  DISTRIBUTOR 
(OVER  50.000  TERfllNALS  INSTALLED)  DESPITE  STRONG 
COMPETITION  (E.G.,  ADP)  AND  ATTEMPTS  BY  MAJOR 
JOINT  VENTURES  (  E.G..  IMNET). 

•  NOW  MOVING  INTO  A  PHASE  OF  TECHNOLOGY  UPGRADE  OF 
ITS  OUTDATED  QUOTRON  800  TERMINALS  WITH  THE  NEW 
DUAL  MICROPROCESSOR  1500  SYSTEM.    THIS  IS  A  SLOW 
PROCESS. 

0      HAS  NOT  MADE  SIGNIFICANT  ATTEMPTS  TO  REDUCE  THE 

MAIN  COST  COMPONENT  OF  ITS  SERVICES  -  COMMUNICATIONS 
MAJOR  OPPORTUNITY  THERE. 

•  WELL  BALANCED  COMPANY;    MARKETING.  TECHNICAL  AND 
SUPPORT  CAPABILITIES  ARE  GOOD.    QUOTRON  SHOULD 
NOT  BE  IN  THE  MANUFACTURING  BUSINESS  HOWEVER. 

•  LACKS  AGGRESSIVENESS;    COULD  LEVERAGE  ITS  CUSTOMER 
CONTACT  IN  OTHER  BUSINESSES  (E.G..  PRIVATE 
CORPORATE  NETWORKS)  AND  HEAD  OFF  IN-HOUSE  STOCK 
QUOTATION  SYSTEMS  E.G..  MERRILL  LYNCH. 

 INPUT  — ^ 


MELLON  BANK 


•  FOCUSES  ON  AUTOMATION  AS  THE  SOURCE  OF 
PRODUCTIVITY  IMPROVEMENTS  IN  ITS  SERVICES 
AND  RESPONSIVENESS  TO  ITS  CUSTOMERS:  A 
CORPORATE  PRIORITY. 

0      BANK  DATA  PROCESSING,  TRUST  OPERATING 

SERVICES  AND  CASH  MANAGEMENT  SERVICES  ARE 
PRINCIPLE  THREE  SERVICES  OF  INCOME. 

•  NATIONAL  ASPIRATIONS.  STARTING  FROM  A  VERY 
LARGE  BASE  OF  CAPTIVE  AND  SEMI-CAPTIVE 
ACCOUNTS.    HAS  BEEN  SUCCESSFUL  BECAUSE  OF 
M-CORP  PARENT  CONTACTS  AND  INFLUENCE  GIVING 
EASY  ACCESS  TO  LARGE  NUMBERS  OF  BANKS. 

•  TECHNICALLY  WEAK.  OPERATIONALLY  STRONG, 


ADP 


•  NOT  OPEN  TO  DISCUSSIONS  OF  JOINT  VENTURE/ 
PARTNERING  OF  NEW  PRODUCTS/TECHNOLOGIESj 
DOESN'T  WANT  TO  INADVERTENTLY  HELP  ANYBODY. 

•  BASICALLY  LIKES  TO  BE  IN  THE  DRIVER'S  SEAT 
IN  ALL  ASPECTS  OF  ITS  BUSINESS  WITH  ADP 
DETERMINING  WHETHER  IT  NEEDS  A  PRODUCT  OR  NOT. 

»      OPERATING  DIVISIONS  NOW  HAVE  GREAT  AUTONOMY 
SO  THAT  THERE  IS  NO  SINGLE  PERSON  TO  DEAL 
WITH  FOR  JV/P  DISCUSSIONS  OR  FOR  PRESENTING 
A  PRODUCT. 

•  NOT  A  HIGH  POTENTIAL  ACCOUNT, 


V 


INPUT 


i 


r 


TELERATE 


•  BECOMING  THE  DE-FACTO  STANDARD  FOR  ON-LINE  1 
QUOTATION  SERVICES  FOR  PRECISIONS  METALS. 
COmODITIES.  MONEY  MARKET  INSTRUMENTS. 
FINANCIAL  FUTURES.  U.S.  TREASURE/FEDERAL 
AGENCY  SUCURITIES.  FOREIGN  EXCHANGE  AND 
MORTGAGE  MARKET  SECURITIES. 

•  UNLIKE  QUOTRON.  TELERATE  HAS  TARGETTED  ITS 
HIGHEST  COST  ELEMENT  -  TELECOMMUNICATIONS  - 
FOR  THE  DEVELOPMENT  OF  ITS  OWN  PRIVATE 
NETWORK,    ALSO  UNLIKE  QUOTRON.  TELERATE 
HAS  NOT  BEGUN  TO  UPDATE  ITS  OUTDATED 
TERMINALS. 

•  COMPANY  OWNERSHIP  HAS  CHANGED  HANDS  WITHOUT 
BENEFITTING  FROM  NEW.  FORWARD-THINKING. 
DYNAMIC  MANAGEMENT.    VERY  HIGH  POTENTIAL  FOR 
GROWTH.  PROFIT.  BUT  NEEDS  NEW  VISTAS.  NEW 
TECHNOLOGY. 


V 


REUTERS 


•  THEORETICALLY  THE  HIGHEST  POTENTIAL 
OF  ANY  PROSPECTIVE  PARTNER  FOR  ITS 
END  OF  THE  MARKET  (  NEWS/FINANCIAL) 

•  MAY  BE  A  GOOD  MAJOR  ACCOUNT  FOR 
CUSTOMIZED  PRODUCTS  IN  BOTH  U.S.  AND 
EUROPE, 

•  NOT  A  GOOD  PARTNERSHIP  FIT;    REUTERS  HAS 
THE  SAME  NEED  AS  TRW  -  A  STRONG  MARKETING/ 
SALES  ORIENTED  PARTNER. 

•  (UNIQUE  ACCOUNT  FOR  NON-U. S,  MARKET  ENTRY 
HOWEVER) . 


ON-LINE  DATA  BASES 
MARKET  ANALYSIS 


ON-LINE  DATA  BASE  MARKET  ANALYSIS 


•  SECURITIES  AND  FINANCIAL 
a      CREDIT  SERVICES 

I  TEXT/BIBLIOGRAPHIC 
I  NEWS 

•  OTHER 

MARKETING 

MEDICAL 

DEMOGRAPHIC  . 

RESOURCES 

REAL  ESTATE 

ECONOMETRIC 

INTERNATIONAL 


SECURITIES/FINANCIAL 


INCLUnES:  : 

1  STOCK/COMMODITIES 

I  MONEY  MARKETS 

•  FUTURES 

•  PRECIOUS  METALS 

0  CORPORATE  FINANCIAL  OPERATIONS 

SIZE.  1985 

•  mm  USER  EXPENDITURES 

1  1.6  BROKERS  PER  TERMINAL 
I  120.000  TERMINALS 

GROWTH.  1990 

I  $L270M  USER  EXPENDITURES 

9  1  BROKER  PER  TERMINAL 

t  170.000  TERMINALS 

t  26%  AAGR  IN  USER  EXPENDITURES 


SECURITIES/FINANCIAL 


COHPETITION 

•  ADP 

•  MONCHIK  WEBER 

•  QUOTRON 

•  IMNET 

I  TELE RATE 

<  FIDELITY  BROKERAGE 

SURVIVORS 

•  ADP 

0  QUOTRON 
0  TELERATE 

PROSPECTIVE  PARTNER 


a  QUOTRON 


CREDIT  SERVICES 


INCLUDES: 

•  CONSUMER  CREDIT 

•  COMMERCIAL  CREDIT 

I      CHECK  GUARANTEE/VERIFICATION 
I      CREDIT  CARD  VERIFICATION 

SIZE.  1985 

•  $583M  USER  EXPENDITURES 

t      m  OF  ALL  SERVICES  DELIVERED  TO  RETAIL 
DISTRIBUTION  SECTOR 

GROWTH.  1990 

•  $LWOM  USER  EXPENDITURES 

•  m  AAGR 


CREDIT  SERVICES 


COMPETITION 


• 

D&B 

• 

TRW 

I 

TELECREDIT 

• 

TYMSHARE 

• 

EQUIFAX  (CBI) 

• 

TRANSUNION 

1 

CHILTON 

• 

CSC  (ACS) 

SURVIVORS 

•  ALL  OF  THE  ABOVE 
I      ACS  ACQUIRABLE 

PROSPECTIVE  PARTNERS 


•      NONE  -  CONFLICT  OF  INTEREST 


s 

TEXT/BIBLIOGRAPHIC 


INCLUDES: 


• 

LEGAL/ACCOUNTING 

• 

ENGINEERING 

1 

EDUCATION 

i 

CORPORATE  INFORMATION  CENTERS 

• 

GOVE RN MENT  RE PO  RTS/ J 0 U RN ALS / PATEN TS 

• 

SCIENCES  (SOCIAL  BIOLOGICAL  EARTH) 

• 

MEDICAL/HEALTH  CARE 

• 

MILITARY/DEFENSE 

SIZE.  1985 

•  $367FI  IN  USER  EXPENDITURES 

•  VALUE  ADDED  NETWORKS.  KEY  DISTRIBUTION  CHANNEL  \ 
GROWTH.  1990 


•  $L070M  USER  EXPENDITURES 

•  2n  AAGR 


TEXT/BIBLIOGRAPHIC 


COHPRTITION 

MEAD 

LOCKHEED/DIALOG 
OCLC 

ZIFF-DAVIS 
BRS 

SDC  INFORMATION  SERVICES 
QUADRA 

INFORMATION  HANDLING  SERVICES 
CAMBRIDGE  SC.  ABSTRACTS 
WEST  PUBLISHING 
CAPITOL  SERVICES 
DISCLOSURE  INC. 

SURVIVORS 

I  ALL 

PROSPECTIVE  PARTNERS 


OCLC 

ZIFF-DAVIS 

BRS 

MEAD 

WEST  PUBLISHING 


NEWS 


INCLIMS; 

I  ELECTRONIC  PUBLISHING 

•  IMAGES 

I  ABSTRACT/CITATION 

•  FULL  TEXT 

SIZE.  1985 

I      $250M  USER  EXPENDITURES 

I      PREDOMINANTLY  COMPANIES  AND  INSTITUTIONS 

GROl-fTH.  1990 

I      $L300M  USER  EXPENDITURES 

•  32%  AAGR 

•  INDIVIDUALS.  CONSUMERS.  BIGGEST  MARKET 


NEWS 

COMPETITION 
'    •  NEWSNET 
I      DOW  JONES 

•  HEAD 
I  COFIPUSERV 
I  REUTERS 
t  IBM/SEARS/CBS 
I  KRN 

I      TIMES  MIRROR 

SURVIVORS 

I  MEAD 
I      DOW  JONES 

•  COMPUSERV 
I  REUTERS 

•  NEWSNET 

PROSPECTIVE  PARTNERS 
I  MEAD 
I      REUTERS  (?) 
I      DOW  JONES 


INPUT 


ELECTRONIC  NEWS/TEXT 
DATA  BASE  MARKET 


KEY  ISSUES 

I      DISTRIBUTION  AND  COST  OF  DISTRIBUTION  ARE 

THE  MAIN  ISSUES;  I, E,.  HOW  CAN  A  VERSION  OF  THE 
LA  TIMES  BE  MADE  AVAILABLE  TO  COUNTY  LIBRARIES. 
ETC.  ECONOMICALLY. 

•      DISTRIBUTED  PROCESSING  IS  PREFERRED;    A  MICRO/ 

WORKSTATION  PRODUCT  AT  LOW  ($10,000  -  30.000) 
COST  IS  PREFERRED  OVER  A  LARGE  MAINFRAME/ 
CENTRALIZED  SYSTEM  COSTING  $500,000  AND  UP. 

I      MOST  NEWSPAPER/TEXT  DATA  BASE  VENDORS  ARE 
LOOKING  AT  CD  ROM, 


INPUT 


OTHERS  (1) 


RESOURCES 

•  1985;    $123Mj  1990;  $405M 
I      AAGR  27% 

I      LEADING  VENDOR;    PETROLEUM  INFORMATION  CORP. 

I      OTHERS ;    UNITED  COMMUNICATIONS.  GEISCO. 

COMPUTER  PETROLEUM.  CHASE/IDC.  PROBE 
ECONOMICS,  DRI 

REAL  ESTATE 

t      1985:    $W7Mj  1990;  $5m 
I      AAGR  18% 

•  LEADING  VENDOR;    PRC  REALTY  SYSTEMS 

•  OTHERS;    REALTRON,  REGIONAL  DATA  ASSOCIATES. 

MARSHALL  AND  SWIFT.  NAHB 

ECONOMETRIC 

I      1985;    $72Mj  1990:  $285M 

•  AAGR  32% 

I      LEADING  VENDOR;  DRI 

•  OTHERS:    CHASE/IDC.  WHARTON.  MERRILL  LYNCH.  AND 

MANY  OTHERS 


OTHERS  (2) 


MARKETING: 

I      1985:  $29 IM;  1990;  $915M 
I      AAGR  27% 

•  LEADING  VENDOR:    A.C.  NIELSEN 

I      OTHERS:    MSA.  TELMAR  MEDIA,  MENDELSON.  MEDIA 

RESEARCH.  INFORMATION  RESOURCES. 
J.D.  POWERS.  GEISCO 

MEDICAL; 

I      1985:  $61M;  1990;  $285M 
I      AAGR  36% 

•  LEADING  VENDOR:    IMS  AMERICA 

I      OTHERS;    NATIONAL  LIBRARY  OF  MEDICINE.  GTE. 

NDC.  AMERICAN  SOCIETY  OF  HOSPITAL 
PHARMACISTS.  AMERICAN  HOSPITAL 
ASSOCIATION.  MEAD 

DEMOGRAPHIC: 

•  1985:  $74Mj  1990: 
I      AAGR  27% 

I      LEADING  VENDOR;  D&B 

I      OTHERS;    MARKETING  INFORMATION  DATA  SYSTEMS. 

SIGNA.  URBAN  DECISION  SYSTEMS.  CACI. 
COMPUSERV.  NDC.  GEISCO 


OTHERS  (3) 

INTF.RNATIQNAI 

t      DATA  BASES  ON  FOREIGN  COUNTRY  ECONOMIES/ 
MARKETS 

a      1985:  $52Hj  1990:  $200M 

•  AAGR  31% 

I      LEADING  VENDOR:  DRI 

I      OTHERS:    WHARTON.  CISL  WORLD  ENERGY, 

MULTINATIONAL  COMPUTER  MODELS. 
LEARNED  INFORMATION.  CI  IS.  NIKKEI 

OTHERS 

•  PROPERTIES.  ACTUARIAL.  FUNDING.  TECHNOLOGY. 
TRAVEL.  PERSONNEL.  MAINTENANCE.  ETC, 

•  1985:  $257Mj  1990:  $680M 

•  AAGR  21% 

I      LEADING  VENDOR:    AMERICAN  EXPRESS 

•  OTHERS:    QUADRA.  SDC  SEARCH.  EIC/INTELLIGENCE. 

UNITED  COMMUNICATIONS.  NIH.  GEISCO 

\ 


INPUT  — ^ 


r 


JOINT  VENTURE/PARTNERING 

* 

WHERE  TO  FROM  HERE? 


V 


INPUT  


JOINT  VENTURE/PARTNERING 


•      WHAT  IS  TRW  OFFERING? 


IF  IT  IS  TECHNOLOGY  ONLY.  THEN  OEM 
RELATIONSHIP  IS  PREFERRED  AND  NON-EXCLUSIVE. 
MULTIPLE  AGREEMENTS  ARE  NEEDED 


IF  IT  IS  JOINT  FUNDING  OF  A  SPECIFIC  MARKET 
OPPORTUNITY.  THEN  EXCLUSIVE.  SINGLE  AGREEMENTS 
WITH  A  SINGLE  COMPANY  IN  EACH  AREA  IS  NEEDED 

i 

IF  IT  IS  LEVERAGING  THE  CREDIT  SFRVICF  DATA  * 
BASE.  MANY  OPTIONS  AND  SUITORS  ARE  AVAILABLE 


INPUT 


POTENTIAL  "PARTNERSHIP"  FORMS 


A.  MARKETING  AGRFFHFNTS 

•  NON-EXCLUSIVE 

•  NO  QUOTAS 

•  INCLUDES  LICENSING 

B.  OEM  AGREEMENTS 

•  NON-EXCLUSIVE 

•  QUOTAS 

I      BUY  AND  SELL 

C.  DISTRIBUTOR  AGREEMENTS 

•  EXCLUSIVE  BY  GEOGRAPHY 

I  QUOTAS/PERFORMANCE  STANDARDS 
I      SUPPORT  NECESSARY 

D.  JOINT  VENTURES 


E.  ADCQUISITION/DIVESTITURE 


TRW  CAPABILITIES 


A.  HARKFTING  AGRFFMFNTS/JOINT  VENTURES 

'    •      EASIEST  ROUTEj  CUSTOFIIZED  AREEMENTS 

I      MULTIPLE  APPLICATIONS  FOR  EACH 

PRODUCT  +++ 

I      LOW  LEVEL  OF  ON-GOING  SUPPORT. 

SELLING  EFFORT.  RESOURCES  AND  CAPITAL 
NEEDED 

B.  OEM  AGREEMENTS 

•  QUOTA  MONITORING  NEEDED 

I      MEDIUM  LEVEL  OF  ON-GOING  SUPPORT. 

SELLING  EFFORT.  RESOURCES  AND  CAPITAL  ++ 
NEEDED 

•  SEMI-STANDARD  AGREEMENTS 

C.  DISTRIBUTOR  AGREEMENTS 

•  PERFORMANCE  STANDARDS  MONITORING 

I      HIGH  LEVEL  OF  SUPPORT.  SELLING  EFFORT  + 

•  STANDARD  CONTRACTS 

D.  ACOniSTTTONS 

•  TRW  STRENGTH  +++ 

I      HIGH  LEVEL  OF  RESOURCES  AND  CAPITAL 

NEEDED   


TRW 
POTENTIAL 


WHAT  SHOULD  TRW  DO? 


•  RECOGi^IZE  THAT  TRW  ABILITY  TO  PURSUE  LARGE.  MARKET/ 
COMMERCIAL  OPPORTUNITIES  IS  LIMITED  AND  MARKET 
KNOWLEDGE  IN  MANY  AREAS  IS  LIMITED  (E.G..  BANK 
OPERATIONS.  SECURITIES  MARKETING) 

•  TRW  STRENGTH  IS  TECHNOLOGY.  SUPPORT.  CUSTOMIZED 
SOFTWARE.  AND  MAINTENANCE.    COMPANY  IS  BETTER  OFF 
ACTING  AS  SUPPLIER  OF  TURNKEY  SYSTEMS/CUSTOMIZED 
SOFTWARE/CUSTOMIZED  HARDWARE  TO  MAJOR  ACCOUNTS 

I      USE  GATEWAY  CONCEPT;    LARGE  ACCOUNTS  WITH  OWN  USER 
BASE.  MARKETING  AND  SALES  FORCE.  LEVERAGING  TRW 
PRODUCTS.  CUSTOMIZED  TO  THEIR  PARTICULAR  NEEDS 


INPUT  


TWO-WAY  CONSULTING  AGREEMENT 
NON-EXCLUSIVE 


•  IRW:    TECHNOLOGY  EVALUATION  AND  APPLICATIONj 

WHAT  IS  PRACTICAL  AND  FEASIBLE;  LIFE  CYCLE 
EXPECTATION;  SOFTWARE  DEVELOPFlENTj 
SUPPORT  AND  MAINTENANCE  - 

•  PARTNERS:    MARKETING  OF  TECHNOLOGY/PRODUCTS/ 

SERVICES;  MASTER  OEM  AGREEMENTS; 
FEEDBACK  TO  TRW  OF  MARKET 
RECEPTIVITY  TO  PRODUCT.  ACCEPTANCE; 
USER  REQUIREMENTS  ANALYSIS;  PRICING 


I        REGIONAL  NETWORK  OF  PARTNERS  AND/OR  MARKET- 
SPECIFIC  PARTNERS:    EXAMPLE  OF  CONVERGENT 
TECHNOLOGIES  AGREEMENTS  WITH  TRW.  THOMSON-CSF. 
BURROUGHS.  SAVIN.  ETC. 


INPUT 


OFF-BEAT 
SCENARIOS 


I  USE  TRW  CURRENT  ASSETS  AS  CARROT  FOR  LONG-TERM 
ACCESS  TO.  SAY.  A  DSB  ASSET  THAT  IS  ATTRACTIVE 
TO  TRW: 

E.G..  "IF  WE  COMBINE  OUR  CONSUMER  CREDIT  • 
WITH  D&B's  CORPORATE  AMERICA  DATA.  COULD  WE 
PRODUCE  A  NEW  ANGLE  ON  CREDIT  RATINGS? 
(CREDITWORTHINESS  OF  TOP  OFFICERS  OF  SMALL 
CLOSELY-HELD  BUSINESSES  FOR  EXAMPLE)," 


INPUT 


•   "ALTERNATIVELY  WHAT  DATA.  IF  ADDED  TO  OUR 
CREDIT  DATA  BASE.  WOULD  LEVERAGE  IT?" 

E.G..  IF  WE  COMBINE  CONSUMER  CREDIT  RATINGS 
WITH  DEMOGRAPHIC  DATA  COULD  WE  PRODUCE  NEW 
MAPS  OF  THE  U.S..  BY  REGION.  WHERE 
BUSINESSES.  REAL  ESTATE  LOANS.  ETC.  WOULD 
REPRESENT  A  HIGH  RISK  (A.  B.  C.  D  CREDIT 
ZONES)." 


I     THEN.  "WHO  HAS  THAT  DATA  AND  WOULD  THEY  MARKET 
IT  WITH  US/JOINT  FUND  A  DEVELOPMENT?" 

I     THEN.  "WHAT  NEW  CAPABILITIES  WOULD  BE  USEFUL  IN 
LEVERAGING  THIS  INFORMATION  AND/OR  DELIVERING 
IT  TO  END  USERS?" 

•     THEN.  "WHAT  HAVE  WE  GOT  IN  OUR  TECHNOLOGY  BAG 
THAT  RESEMBELS  THESE  CAPABILITIES/NEEDS?" 


INPUT 


SCENARIO  ONE;    MULTIPLE  PRODUCTS 
 SINGLE  PARTNER 

I       HOST  COMPATIBLE  PARTNER;  D&B 

•  ALSO  STRONGEST  COMPETITOR 

•  BEST  MARKETING  SKILLS  AND  GROWTH  POTENTIAL 

•  HIGH  ON-GOING  NEED  FOR  TECHNOLOGY  EVALUATION 
AND  IMPLEMENTATION 

•  HIGH  LEVERAGE  OPPORTUNITIES 


INPUT 


SCENARIO  TWO:    MULTIPLE  PRODUCTS 
MULTIPLE  PARTNERS 


CHOOSE  NON-COMPETITIVE  PARTNERS,  ONE  IN  EACH 
HIGH  GROWTH  MARKET;  LEADERS;  WINNERS 

EXAMPI  RS 


REUTERS: 


I 
I 
I 


QUOTRON ; 
MEAD; 

DOW  JONES: 
TELE RATE; 


CHASE/ 1  DC; 
DSB; 


OVERSEAS  FINANCIAL/NEWS 
DISTRIBUTION 

STOCK  QUOTATION 

TEXT/BIBLIOGRAPHIC 

DOMESTIC  NEWS 

DOMESTIC  COMMODITIES/FUTURES 
QUOTATIONS 

RESOURCES.  ECONOMETRIC 

CORPORATE  AMERICAN  INFORMATION 
SERVICES 


INPUT 


r 


CAVEAT 


I       TRW  MUST  NOT  LET  ITSELF  BE  IMPRESSED  BY  ITS 
OWN  TECHNOLOGICAL  SKILLS  OR  RAW  PRODUCT 
CAPABILITIES 

•       GEE-WHIZ  TECHNOLOGIES  DO  NOT  GUARANTEE  A 
MARKET.  A  PROFIT.  OR  A  SALE 

I        IT  WILL  BE  EASY  FOR  TRW  TO  FIND  A  RECEPTIVE 
EAR  FOR  "DISCUSSIONS"  WITH  MAJOR  CORPORATIONS 

I        IT  WILL  BE  HARD  TO  TRANSLATE  THIS  POTENTIAL 
INTO  A  MARKETING  AGREEMENT  AND  A  MARKET 
PENETRATION 


V 


INPUT  


EXAMPLE: 
OVERALL  REACTION  TO  PDF 


1       MANY  COMPANIES  ALREADY  KNOW  OF  IT/HAVE  SEEN  IT 

•  MOST  ARE  IMPRESSED  WITH  PRODUCT/PERFORMANCE 

•  MOST  WOULD  NOT  BUY  IT  OR  SEE  LIMITED 
APPLICATION  IN  "MAINFRAME"  FORMj  ARE  INTERESTED 
OR  SEE  BROADER  APPLICATION  IN  MICRO/ 
WORKSTATION  FORM 

•  ALL  ARE  OPEN  TO  DISCUSSION  WITH  TRW  AND  MOST 
SENSE  NEED  FOR  PARTNERING  AND/OR  JOINT  VENTURES 
FOR  FDF  AND  OTHER  TECHNOLOGIES 

t       CDROM  IS  SEEN  AS  ATTRACTIVE  ALTERNATIVE 


INPUT 


